ex O 


Cies 


1997 AGENCY SALES MAGAZINE ARTICLES 


Listed alphabetically by subject, except where otherwise noted 


. keeping with MANA’s efforts to provide agents and manufacturers with as much resource material as possible, 
previous issues of Agency Sales Magazine and copies of individual articles have been made available at minimal costs. 
Back issues of Agency Sales (call MANA for availability) are $7.50 each. Copies of individual articles and/or the 
corresponding Research Bulletin(s) (if printed in that form) are $3.00 each to MANA members and $6.50 each to 
non-members and Agency Sales subscribers. California residents/business locations, please add 7.75% sales tax to your 
order. All orders must be accompanied by a check made payable to MANA in U.S. dollars drawn on a U.S. bank or 
International Money Order for U.S. dollars. Ten-dollar charge on all checks returned from the bank. For more 
information, contact MANA at (714) 859-4040. 


AGENCY MANAGEMENT/OPERATIONS 


Agency Size: A Historical Perspective (October, 
p. 29-30) 

A Balanced Line Card (August, p. 60-61) 

The Basics Of Inventory Management For Agents 
Who Stock (March, p. 21-23) 

Building A Team Spirit With Agency Employees 
(July, p. 20-21) 

Business Plans — Every agency needs one 
(January, p. 20-23) 

Health And The Manufacturers’ Agent (June, 
p. 56-58) 

Home Office Pleases A Principal (June, p. 46) 

How To Get A $500,000 Salesperson (Hank Lavin, 
Ph.D., August, p. 54-57) 

How To Turn Good Agency Employees Into Great 
Agency Employees (May, p. 54-56) 

How To Work With Smaller Principals Profitably 
(June, p. 25-27) 

ISO 9000 At Tulimieri Associates, Inc. (Susan 
Figueroa, August, p. 51) 

Looking Back — 1996 Was An Unusual Year 
(May, p. 22-23) 

Management Transition Successfully Completed 
(Lionel Dace, July, p. 8-9) 

The Office In The Home Is Just As Effective As 
Any Other Office (April, p. 54-55) 

Outlook 2000 (Paul S$. Goldner, April, p. 38-40) 

Promoting Your Agency In The Local Press 
(November, p. 58) 

Reload (Duke Clarke, June, p. 31-32) 

Repositioning Your Agency For Strategic 
Advantage — Obsession with the future can be 


a serious pitfall (August, p. 24-26) 

Sales Success Can Now Be Predicted (Michael 
Santo, Ph.D., August, p. 13-15) 

Sub-Reps — The Good & The Bad (June, p. 4-7) 
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How To Double The Effective Space Of Your 
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Limited Liability Companies (Mark E. Battersby, 
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Need A Lighter Load? Find A Reliable Assistant 
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Setting The Climate For A Non-Confrontational 
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Strategic Partnering For A Competitive Advantage 
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Successful Partnering: Seven Questions To Ask — 
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What Every Businessperson Needs To Know — 
Here Are 12 Tips For A Stress-Free, Service- 
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How To Handle Disagreements With Principals 
Without Losing The Line — And how to 
handle disagreements with agents without 
losing representation (July, p. 27-29) 
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Limited Liability Companies Easier To Set Up And 
Use (Stephen K. Valentine, Jr., December, p. 6-7) 
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Pistols At Dawn (Charles H. Melville, June, p. 10-12) 
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A New Service From MANA — Local help for 
members from seasoned professionals (October, 
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We're 50! (September, p. 4-6) 

We’re 50! (October, p. 4-5) 

Where We’ve Been And Where We Are Going 
(Dave Griggs, April, p. 8-9) 

Why A Code Of Ethics, Anyway? (September, p. 15) 


MANUFACTURERS AND AGENTS 


Agency Growth — From The Manufacturer’s 
Perspective — Planning and understanding are 
the key issues (August, p. 27-29) 
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Reps And Their Principals, Part I (Daniel H. 
McQuiston, Ph.D., March, p. 8-12) 

Building Relationships Between Manufacturers’ 
Reps And Their Principals, Part II (Daniel H. 
McQuiston, Ph.D., April, p. 28-31) 
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McQuiston, Ph.D., May, p. 25-27) 

Call Reports — Members Respond (June, p. 51-52) 

Customer Feedback — How agents and manufac- 
turers can use it effectively (July, p. 13-15) 

Customer Service — A responsibility for agents 
and manufacturers (November, p. 32-34) 

Manufacturers Work With Both Agents And A 
Salaried Sales Force — Circumstances often 
point to a practical use of both (April, p. 34-36) 

Moen Uses Reps To Crack New Market (Hugo 
Byers, January, p. 7) 

Mutual Action Planning (Paul Pease , September, 
p. 42-43) 

Patience In The Selection Process: Choosing The 
Right Rep, Choosing The Right Principal (Paul 
Pease, July, p. 34-35) 

Planning: Creating The Habit (Paul Pease, 
December, p. 14-15) 

Purchasing Practices Changing Dramatically — 
How the shift from downsizing to purchase 
consolidation is affecting agents (March, 

p. 17-19) 

Reps Are Not Only Independent, They Are 
Interdependent (July, p. 17-19) 

Should Agents Have To Compensate Their 
Principals For Sales Promotion? (March, p. 45-46) 

Tapping Trends For The Next 50 Years (October, p 
33-35) 

Thermal-Netics Uses Questionnaire To Help 
Check On A Potential Principal’s Background 
(March, p. 5-6) 
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The Traits That Agents See As Important In The 
Principals They Represent (July, p. 22-23) 

When Manufacturer Mergers Result In Agent 
Product Line Conflict (December, p. 33) 

Why Agents Should Encourage Visits From Their 
Principals (September, p. 26-27) 


MANUFACTURING COMPANY 
MANAGEMENT/OPERATIONS 


How To Find The Best Agent For The Job 
(September, p. 54-55) 

New Manufacturer Member Tells Why He Likes 
Selling Through Reps (February, p. 38) 

The Sales Manager’s $1,000,000 Mistake (Charles 
M. Cohon, February, p. 46) 


MEETINGS/TRAINING 


Sales Meeting Successes And Failures (Paul R. 
Pease, May, p. 5-6) 


MEMBER PROFILES 
Organized chronologically 


Gardner, O’Connor Sees Trends And Makes Them 
Work For Them (February, p. 8-11) 

MC2, An Agency Where There’s A New Meaning 
To The Classic Equation (June, p. 36-40) 

J.R. Schmidt & Associates, Inc. Celebrates Its 20th 
Anniversary (July, p. 52-53) 

Multi-Dimensional Training Key To Rep 
Effectiveness For Alexandria Extrusion 
Company (August, p. 8-11) 

J.N. Marshall Inc. Reorganized, Now An 
Employee-Owned Company (September, p. 60) 


REP COUNCILS 


The Rep Council From Hell (July, p. 24-25) 
Rep Council Plays A Major Role At ModuForm, 
Inc. (April, p. 13-15) 


SALES/MARKETING 


Are You A Great Business Developer? (Paul 
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Goldner, November, p. 38-40) 

Can You Sell Change? (Ron Karr, August, p. 62-63) 

Capturing Customers With A Company Newsletter 
VJohn R. Graham, July, p. 57-59) 

Expanding Sales And Profits In A Downsizing 
Environment (March, p. 25-26) 

Hip’s Tips — Some thoughts on closing techniques 
(Tom Hippensteel, April, p. 32-33) 

How To Get And Keep Customers In Today’s 
Changing Economy (January, p. 8-10) 

New Product Development (September, p. 22-24) 

Referrals And The Manufacturers’ Agent 
(February, p. 13-15) 

Reps Must Ride The Waves Of Change Toward 
The Year 2000 — Part I (Tim Coakley, CPMR, 
October, p. 17-22) 

Reps Must Ride The Waves Of Change Toward 
The Year 2000 — Part II (Tim Coakley, CPMR, 
December, p. 19-24) 

The Ten Commandments Of Prospecting (Paul S. 
Goldner, January, p. 24-25) 

What Does “Marketing” Mean To You? (Hank 
Lavin, February, p. 17-20) 

Winning Back Lost Customers (July, p. 41-43) 


TERRITORY 


Territory Splits (September, p. 17-18) 


TRADE SHOWS 


Tips For Successful Exhibiting At Trade Shows 
(Dr. Allen Konopacki, June, p. 19-21) 

Trade Show Selling (Alan Test, M.B.A., April, 
p. 60-61) 

Winning Strategies For Trade Shows (Allen 
Konopacki, Ph.D., February, p. 61-63) 


TRAVEL 


Hong Kong Surpasses Tokyo As Most Expensive 
City In World For Business Traveler; Hamilton, 
Ontario One Of Least Costly (May, p. 11) 

How To Save Tax Dollars On Business Cars 
(February, p. 23-24) 

Taking The Bite Out Of Meal Costs: How 
Companies Manage Meal Expenses (September, 
p. 40-41) 0 
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